








Great Scott! 


Scott got on to a trade secret in 
insurance selling: Posty Cards. 


He started using them. And 
found: the number of referrals re- 
ceived is in direct proportion to 
the number of Posty Cards sent. 


Now when a competitor asks, 
“Great Scott, how do you do it?” 
Scott just smiles, secretly. 


Write today for free samples of 
Posty Cards that promote sales, re- 
peats and referrals. 


E Posty Cards, Inc. 


2100 Grand Ave. 
Kansas City, Mo. 64108 
Department L1-7 


Without cost or obligation, please 
send me free samples of Posty §f 
Cards for Insurance Profession. 





name 





address 





city /state/zip number 
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INFORMATION RETRIEVAL 
INDEX | 
January —June, 1973 


100.00 ACCIDENT & HEALTH 
INSURANCE 


03 Income Replacement/Disabil-, 


ity Income 
“A ‘Two-Time Loser’ Confesses His 
‘Crime’ "—Cohen, March, p. 60 


500.00 AGENCY 


“The Foundation Stones of My Agen- 
cy”—Hetrick, April, p. 36 

“The ‘Inside’ and ‘Outside’ of a Rap- 
idly Growing Financial-Planning 
Organization”—Perkins, May, p. 40 


600.00 AGENT AS A 
BUSINESSMAN 


5 


¢ 


“My Three paper March, . Schick, March, p. 66 *_. 


re ed 


p. 26 


When I’m Not Around?”—Colborn, 
March, p. 56 “=. 
“The ‘Inside’ and ‘Outside’ of a Rap- @ 


idly - Growing © Financial-Planning x 
rape May. P: A044). ; 


700.00 ANNUITIES ©. nc RS 
me eb yale ee 
“Low-Key Selling in the Tax-Shel- 


tered-Annuity Market "—LaBrun-3 


2000.00 COMPUTERS 

“A Computer Approach to Business- 
“Valuation Sales”—Remick, April, 
p. 26 . 


2400.00 EMPLOYEE BENEFITS 
AND EXECUTIVE 


~ COMPENSATION 


18 Salary Savings 
“A Successful Salary-Savings Opera- 
tion”—Jackson, Jan., p. 24 


2500.00 ESTATE PLANNING 


“Some Common Estate-Planning Mis- 
takes” —Schick, Jan., p. 14 

“Estate Planning”—Schick, Feb., p. 12 

“The Role..of the Accountant”—_ 


* 01 Administration of Estate 


- “What Will Happen ‘to My Clients. ae “Misconceptions About Estate Plan- 


=o ning” —Schick, April, P., 72 
: BS = 


2600.00 FACT SHEET . 5 a 


“Results From. My Fes ia 


Check List” _—-N 24 : 
TRS re 


erie; Jan., p. 28 © aga z 
“Person-to-Person Selling in the Tax. * 


Sheltered-Annuity ~ Market”—Mar- 
cy, Feb., p. 40 s 

“Which Method Gives You the Most 
Return on Your Money?’ ”—Bar- 
nett, March, p. 52 


1400.00 BUSINESS INSURANCE 


“Finding a Market by Trial and Error” 
—MckKinley, May, p. 22 
01 Buy-Sell 

“Banks and Creditors Are 
Weather Friends”—Cooley, 
p. 8 


1600.00 CHARITY 


Fair- 
May, 


“Estate Planning”—Schick, Feb., p. 12 
1900.00 COMPETITION 


“Some Observations on the Hart Hear- 
ings’—Kent, April, p. 19 


“What ‘Are*ti the Real “Thoughts “and 
Feelings of My Prospects?”—Labat, 
Feb., p. 23 

“Why Should a Prospect Buy Life In- 
surance for Federal Estate-Tax Pur- 
poses?”——Udy, March, p. 24 

“My Three Hats”—-Dempsey, March, 
p. 26 

“A Computer Approach to Business- 
Valuation « Sales”"——-Remick, April, 
p. 26 

“A Strategy for Estate Planning’— 
Mooney, April, p. 48 

“I'm a Dollar Merchant’—Gann, 
May, p. 24 

“A Mortgage-Insurance Approach’— 
Sorenson, May, p. 36 

“Shifting the Emphasis to “Today 
Benefits”>—Dunn, June, p. 22 

“Capital Need Analysis—Key to 
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Client - Understanding”—Whitehill, 
June, p. 28 
“Techniques for Writing Hundreds of 
Lives”—Mueller, June, p. 48 
01 Annual Review 
_“Results From My Annual Review 
Check List"—Newell, April, p. 24 
.62 Approach 
“The Instant 
Jan., p. 40 
“A Flexible, Low-Pressure Approach 
in the Young-Family Market”— 
Tallarico, ass 6 26 


Informer”—Heineke, 


a . ee ~- 


—~ 
moryneres 


“My Market: Lawyers, Stockbrokers, 
Small Businessmen’’—Bryant, 
March, p. 34 
5 Fact Finding 

“‘*Whole Life Concept’ Fosters Cus- 
tomer Understanding”—-Andersen, 
Feb., p. 48 
.06 Meeting Objections 

“A ‘Dirty Dozen’ Objections—With 
Answers”—Cooley, Feb., p. 8 

“Meeting Competition—Some New, 
Some Old”—Cooley, March, p. 11 


~~ 


Sige ree: 





~ Looking for! the right et : 
combination to help -_ <=, ~ 


you build an 
agency? a 


Seats 2, %, & 
For comin Serta! our incom- 
_». parable Challenger Contract that, 
~* among. other things, rewards 
= agents with-a $1,000 bonus for 
~~ @ach $100,000 of additional life 
business after reaching $1 million. 
There’s our portfolio that’s truly in 
tune with today ...innovative mar- 
keting concepts that are the product 
of‘a young and aggressive manage- 
ment team. 
Plus, Midwest Life Nebraska also 


a “Pm Say Dollar 


ps 6 Peri 
offers canliy products through its 
broker-dealer, Lincoln Equities - 


Corporation. 
If you're an exceptional Life under: 


sees < 


writer who is looking for the right “~ vr 


combination to help you build an « 


exceptional agency, write for our _ st ; 


Prepared Progress Pattern bro- 
chure today. Or call collect— 
(402) 435-3535. 

ROBERT D. ‘Sele any, 

Vice President — Sales 


Midwest Life Nebraska 3% ® 


Sorry...inquiries 
presently invited only 
from Jowc, Nebroska, 

Keaneas, Minnesota, Ohio, 
Arizona, California. 


South Dakota, North | NAME 


Lincoln, Nebraska 68509 


r I'm interested. Please supply me with a copy of your 
Prepared Progress Pattern brochure. 





Dakota, Wyoming, Jdcho, 


Oregon, Colorado, 1 ADDRESS 





Nevada, Montana, New 
Mexico, Uich and 
Washington. 
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“Handling Objections—Experience vs. 
Psychology”—Cooley, April, p. 11 
“The Important Lessons of Life and 
Life Underwriting’’—Wilinsky, 
May, p. 30 

“A ‘Reverse Sale’ Approach”—Barry, 
May, p. 57 


4200.00 JUVENILE INSURANCE 


“Why Baby Insurance?”—Jasinski, : 
June, p. 44 


4400.00 LIFE INSURANCE 


“Innovations in. the ‘Family’ Market” 
—Kent, Jan.,; p. 19 
“Do We Live in a House Divided?’ — 
Feb., p. 19 
“ ‘Whole. Life Concept’ Fosters Cus- 
tomer ~ Understanding”—Andersen, 
~“Feb.~p. 48 
“Policy Loans—The ‘Crisis-Cash Pro- 
vision’ "Cooley, June, p. 12 
01 As a Career 
“The Life Insurance Salesman and the 
Q1 Generality”—Kent, Feb., p. 18 
- “*You-Have Lost Your- Mind’ ”— 
Landess, Feb., p. 36 
“Decreasing Premiums—Efiect on 
Agents’. Incomes”—Kent, May, p. 
RE 
oes Merchant”—Gann, 
~ May,-p: 24 
“Observations on Agent-Company Re- 
“Jations”—Ke-t, June, p. 7 


3 sa ct ‘WesWon't’ ‘Haveto “ae Will 
: We? 2 —Bradiey, Jan., ~p. 45 


a “Was Sy Doing a’ — Job?” — 


— ant ea | z 


= O’Hearn, April, p. 64 - 
“-» 8,05 Variable Life .~:- 


"3 “Variable “Life—Who Knows the An- 


2 Sewers — Kent March, p. 19 


Se 


4900.00 MORTGAGE INSURAN CE 


°.62 Individual =" 
“A lietpighdnceeneel Approach”— 
Sorenson, May, p. 36 


5000.00 MOTIVATION 


“A ‘Two-Time Loser’ Confesses His — 
‘Crime’ ”—Cohen, March, p. 60 
.01 Philosophy 

“*Match Me’ ”—Hochman, 
p. 23 

“Was I Doing a Super Job?’— 
O’Hearn, April, p. 64 
02 Psychology 

“Silence Can Be Golden”—Lefton, 
Buzzotta, Sherberg; Jan., p. 46 

“Receptivity and Results’—Lefton, 
Buzzotta, Sherberg; Feb., p. 52 

“Opening the Vacuum-Packed Mind” 


March, 


(Continued on page 44) 
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—Lefton, Buzzotta, 
March, ‘p. 62 

“The View From the Coach’s Box”— 
Lefton, Buzzotta, Sherberg; April, 
p. 68 

“C and C’—Letion, Buzzoita, Sher- 
berg; May, p. 60 

“C and C: The Q4 Way”—Lefton, 
Buzzotta, Sherberg; June, p. 58 


5600.00 PERSONAL & OFFICE 
EFFICIENCY 


“I’m in Shape for Production’”—Dish- 
er, Jan., p. 21 


Sherberg; 


“These Four Ideas Guarantee at Least 
15 Calls a Week”—Breskow, Jan., 
p. 22 

“MDRT Information Retrieval Index” 
—Schanke, Jan., p. 36 

“The 5 2 1 1 1 System’”—Kelley, Feb., 
p. 24 
02. Prospecting & Sales Proce- 
dures 

“Organizing for the New Year”’— 
Cooley, Jan., p. 10 
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We realize that very few people 
“buy” insurance. We know that 
most insurance is “sold” and 
we know who does the selling 
and it’s not the home office. 
This very simple philosophy has 
enabied us to expand and we're 
looking for someone qualified 


to take over a General Agency - 


opportunity in your area. We 
think it’s an exceptional oppor- 
tunity for a man who wants to 


We know which 
side our bread is 
buttered on! 


lead an- expanded — insurance 
sales program, a man who 
wants immediate high income 
and a chance to grow with a 
solid growth-minded company. 


Maybe you’re such a:man. To 
find out, write... 


W. R. Stewart, Senior Vice President 
of Marketing, National Reserve 
Life insurance C 

419 West 29th Street 

Topeka, Kansas 66611 


NATIONAL RESERVE LIFE 


TOPEKA, KANSAS 


SIOUX FALLS, S. DAKOTA 


An Equal Employment Opportunity Employer 





.06 Public Relations 
“Overcoming an Identity Crisis’— 
Portwood, Feb., p. 44 


5800.00 PROFESSION AL 
ASSOCIATIONS AND 
CORPORATIONS 


“Saving Money the ‘Easy Way’: 
Through Professional Corporations” 
—Golub, April, p. 60 

“The Key Concept of Professional 
Corporations”—Windmuller, June, 
p. 56 


6000.00 PROSPECTING 


“Organizing for the. New Year”— 
Cooley, Jan., p. 10 

“Service to the Lower-Income Groups” 
—Baer, Jan., p. 27 

“A Flexible, Low-Pressure Approach 
in. the’ Young-Family Market”— 
Tallarico, Feb., p. 26 

“My Market: Lawyers, Stockbrokers, 
Small Businessmen”—Bryant, 
March, p. 24 

“A General Practitioner in a Small 
Town”—Surface, March, p. 50 

“A Large Clientele in a Difficult Mar- 
ket”—Cook, April, p. 44 


“Finding a Market by Trial and Error” 


Ben May, p. 22 


7200. 00 SUBSTANDARD 
INSURANCE 


“How to Work With Substandard In- 


surance Centers” —Tessler, May, p. 
32 ges og 


“Why Should a Prospect ‘Buy Life In- 

_ surance for Federal Estate-Tax Pur- 
poses?” —Udy, March;*p: 24 
.022 Federal Gift Taxes 

“Taking Advantage of the Gift-Tax 
Exclusion”"—-Dayton, March, p. 48 _ 


8000.00 TRUSTS 


“The Role of Life Insurance in Trust 
Planning”—Schick, June, p. 62 
.03 Life Insurance Trusts 

“Step by Step to an Insurance Trust” 
—Schick, May, p. 64 


8600.00 WOMEN 


“Your Wife Is Your Partner’—Morse, 
April, p. 32 
.02 Women in Business 
“Succeeding in a Man's World”— 
Stephenson, June, p. 36 stag 
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INFORMATION RETRIEVAL INDEX 
July-December, 1973 


In January and July, LIFE INSURANCE SELLING publishes a subject index 
of the feature articles and selected other materials that have appeared in 
the last six months. 

In January, 1973, the “topical index” that had been used for many years 
was modified to conform with the industry-wide Information Retrieval (I/R) sys- 
tem designed by the. Million Dollar Round Table. In order to make our 
codings (which appear in the month of publication as well as in this semi- 
annual index) of greater value to our readers, and to encourage use of the 
I/R system, we are publishing the entire. numerical and..alphabetical. 


in this issue.Article headings for the past: six months appear immediately °° 


following the appropriate: code number. 23.2212 SYR is SF 


The MDRT recently has published a pe as to..the original.) UR - 


material, reserving jor system expansion those numbers that are multiples” 


of 10 (110, 120, 100.10, 100.20, etc.).- - Numbers that. are. -not-so reserved ih 
and not included in the original listing (101-109, for example) are available Sirs 


for individual users’ adaptation to their own filing needs. - 


Complete information about the 1/R system is cmaiabls aa the Million 


Dollar Round Table office, 36 S. Wabash, ~Chicago, Tl. 60603. 


100.00 ACCIDENT & HEALTH 200.00 ACCIDENTAL DEATH: 
INSURANCE (INDIVIDUAL) INSURANCE : 
.01 Blue Cress/Blue Shield 01 Riders for Life Insurance , . oie 
62 Hospital-Surgical 02 Separate Policies — : 
_ 8 a ae 03 Trip Insurance ._ 


a wa a! 
es Competitive Life, Dis: 
arinancia aie sanning, 





02 (IRC Sec. 531) Original Cap- 
italization Problem 
03 (IRC Sec. 351) Surplus Prob- 
: lem 
406.00 ADVERTISING/ PUBLIC 
RELATIONS . 
.61 Brochures 
02 Company 
.03 Local and Agency 
.04 Personal Public Relations 
_ Broadcasting the Story of Life In- 
~surance”—Bean, Sept., p. 38 


500.00 —-- 


01 Agent’ 's accounting process 
02 Agent’s estate plan 
.03 Boards of Directors 

_ 4 Brokerage Business 


ngs .65 Forms of doing business 


“A Business-Continuation Plan’ — 
= Wright, Oct., p. 38 
the Company 





¢imerican Mutnal Jife 


ROOM 1204 


DES MOINES, IOWA 50307 


Big enough to serve your needs— Small enough to care 
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700.00 ANNUITIES 
“Why I Sell Annuities”—Laneau, 
Sept., p. 46 
.01 Fixed 
.02 Private 
.63 Tax-Sheltered Annuities 
031 501 (c) (3) 
032 402 (b) 
04 Variable 
800.60 ARTICLES AND SPEECHES, 
BOOKS, BROCHURES 
900.06 ASSIGNMENTS 
.61 Business Coliateral 
02 Group 
.03 Individual 
1000.00 ASSOCIATIONS 
01 AALU 
02 American College of Life Un- 
derwriters 
03 American Society of CLUs 
“CLU Panel Provides Step Toward 
Understanding’—Kent, Oct., 
p. 7 
-64 Estate Planning Council 
05 GAMC 
066 LUPAC 
07 MDRT 
“MDRT Meeting Emphasizes Sales” 
—Kent, Aug., p. 7 
“Comments and Questions on 
MDRT Service Study”—Kent, 
Sept., p. 7 
.068 MDRT Foundation 
69 NALU 
“John Newton Russell Award to 
Frank Sullivan’—Kent, Nov., 
p. 7 
“NALU Approves Educational Re- 
quirement”—Kent, Nov., p. 7 
091 Local | 
.092 National 
.093 State 
-10 Practicing Law Institute 
1100.00 ATTRIBUTION 
1200.00 BENEFICIARIES 
.01 Corporation 
02 Partners 
.03 Personal 
.64 Sole Proprietor 
.05 Trusts 
1300.00 BUSINESS AGREEMENTS 
1400.00 BUSINESS INSURANCE 
“The ‘New Breed’ Business Executive” 
—Springer, Oct, p.24 . 
“My Routes to Businessmen’”’—Brew- 
er, Nov., p. 42 





Kindness 

The philosopher Goethe touched on 
the power of kindness when he said, 
“Correction does much, but 
encouragement does more.” Are you 
“correcting” your prospects’ beliefs, 
or are you “encouraging” new 
perspectives? 
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“How I] Find Money for My Corpo- 


. rate Clients’—Morton, Dec., p. 
32 
.61 Buy-Sell 
.011 Employee Buy-Outs 
.612 Partnership 
013 Stock Retirement 
.02 Key-Man Insurance 
1500.00 CASSETTES 
1600.00 CHARITY 
(FOUNDATIONS, GIFTS, 
BEQUESTS) 
1700.00 COMMON LAW— 
COMMUNITY PROPERTY 
1800.00 COMMUNICATIONS 
“The Magic in the Art of Listening” 
—Conley, July, p. 16 
1900.00 COMPETITION 


“Term Is Still the Greatest . . . If You 


Don’t Live Too Long”—Golden, * 


Oct., p. 26 
“The Salesman and the Interest-Ad- 
justed Method”—Kent, Dec., p. 7 
.01 Comparison 
.02 Par vs. Nonpar 
.03 Quotes 
.04 Systems 
“Model Price System Recommended 
to NAIC”—Kent, July, p.*7 
2000.00 COMPUTERS - 
.01 Estate Planning 
.02 Dlustrations 
2100.00 CORPORATIONS 
.01 Board of Directors 
02 By-Law Forms =. 
.03 How to Establish Costs 
.04 Pitfalls in engesereryie 
2200.60 DIVORCE — ae 
2300.06 EDUCATIONAL 
INSURANCE 
2400.00 EMPLOYEE BENEFITS 
& EXECUTIVE 
COMPENSATION 
“The ‘Whole Dollar Plan’ and seas 


Insurance’ ”"—Cooley, Aug., p. 105 =: 


.01 Automobiles and eGR: 

.02 Bonus Plans 

.03 “Cafeteria” Approach 

.04 Club dues and Memberships 

.05 Commission Systems 

.06 Communication 

.07 Deferred Compensation 

“The Corporate Debit”—Fox, Aug., 
p. 36 

“Providing Equal Pension Benefits 
for Higher-Paid Employees”— 
Lorenz, Oct., p. 36 

“Winning the Game Against Infla- 
tion” —Block, Oct., p. 44 

.08 Directors Contracts 

.69 Education 

.10 Employment Contracts 

-11 Expenses 


.12 Medical Reimbursement 
13 Phantom Stock 
.14 Real Estate—Syndicate Shares 
15 Restricted Stock 
-16 Salaries 
17 Salary Continuation 
18 Salary Savings | 
.19 Split-Dollar 
.20 Stock Options 
.21 Summary of Benefits 
.22 Tax-Free Loans 
23 Thrift Plans 
.24 Vacation Homes and Yachts 
25 Vacations and es 
-o»-26 101-b . 
’ 27 303 Stock Redemption 
4 2500.00 ESTATE PLANNING 
“Two-Edged Tools. of Planning”’— 
Schick, Aug., p. 59 
~“Balanced Estate Planning”—Schick, 
Sept., p. 57 
“A Potpourri~of Will -and- Probate 
Problems”—Schick,: Oct.; p. 64 
“Estate-Planning Devices’”—Reister, 
Nov., p. 22 
“Porsha. Faces. Life” —Donati, Nov., 
Pp. 36 xx 
“My Routes to Businessmen”—Brew- 
er, Nov., p. 42 
“How. Trust: Officers Can Help. Sell 


“Reply:to-a ReadersWith ith a 
tangs lang Conley gaa 14. 


o1 Business 
.02 Census Data Forms 
.03 Personal 
2700.00 FINANCED LIFE 
INSURANCE 
2800.00 FORM LETTERS 
2900.00 GENERAL INSURANCE 
01 Professional Liability for 
Agents 
3000.00 GIFTS 
.61 Gifts of life insurance 
62 Tax laws 
.03 Uniform gifts to minors 
3100.00 GOOD WILL 


(Continued on page 46) 


LIFE INSURANCE SELLING for January, 1974 








.05 Veterans Benefits 
3200.00 GROUP INSURANCE 

01 Accidental Death & Dismem- 
berment 

.02 Annuities 

.03 Assignment of 

.64 Blue Cross/Blue Shield 

.05 Crediter 

06 Dental 


07 Disclosure Forms (D1, 2 and 
3) 
.08 Fire and Casualty 
08 Franchise 
10 Hospital 
11 Life 
111 Ordinary 
112 Permanent 
113 Term 
12 LTDI 
.13 Major Medical 
14 Multi- ee Trust 
-15 School 


16 Small Group-- 


nae” 





- Look 1g for 


r the right 


combination to help 


you build an 
exceptional 
agency? 


. by -—< ~ 
~ aR + 4a 


For. example, hone’ our incom- 
parable Challenger Contract that, 


among*other things, “rewards ” 
agents with a $1,000-bonus for | 


each $100,000 of additional life 

business after reaching $1 million. 

There’s our portfolio that’s truly in 

tune with today ...innovative mar- 

keting concepts that are the product 
of‘a young and aggressive manage- 

ment team. 

Plus, Midwest Life ee also 


combination to help -you build-a 
exceptional agency, write for our 
Prepared Progress Pattern bro- 
chure today. Or call collect— 
(402) 435-3535. 


ROBERT D. KUBITSCHEK 


Vice President — Seles ~ 


Midwest Life Nebraska / 


Sorry...inquiries 
presently invited only 
from Jowa, Nebraska, 


NAME 


i I’m interested. Please supply me with a copy of your 
Prepared Progress Pattern brochure. 


Lincoln, Nebraska 68509 


& 
Db 





ADDRESS. 





Nevada, Montana, New 
Mexico, Uiah and 
Washington. 
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Didnsmererenintnanenenned 


3 Tae 3 


= 225 ance” — 
oS. “The: _Key-to Successful Advanced 


17 Survivor Income 
-18 Travel Accident 
-19 Weekly Indemnity 
3400.00 HUMAN LIFE VALUE 
CONCEPTS 
“The ©$100,000+ Trust Concept’ — 
Roberts, Nov., p. 30 
3500.60 INFLATION 
3600.00 INSURABILITY OPTION 
“Quality Prospecting for Quality Busi- 
ness”—-Stuchlik, Oct., p. 48 
OAE&S 
02 Life 
3700.00 INTERNAL REVENUE 
% 61 Bulletins 
.02 Case Decumentation—index 


on »63 Bulings—Library-Type Index 
+ -3800.00 INTERNATIONAL 


INSURANCE 


- 3900.00 INTERVIEW TECHNIQUES 
With “My Ear to the Community 


~ © Waveband”—Ross, Nov., p. 26 
“Time Control, Planning and Organi- 
zation”—Richardson, Dec., p. 26 


“The Day of the Expert Has Arrived” 


- —<Townsend, Dec., p. 46 
61 Annual review 
“Almost Half of My Business Re- 
~ suits From a Review Question- 


a 3 Sn oa 


vcnaire”—Pavone, Oct., p. 30 


ES rk “90% of ‘My Business From Audit 


© 388 Books”—Gall, Dec., p. 23 


> mada and Selling Corporate 
2g “Owners” —Gundell, July, p. 18 
‘+ot? Suggestion and 


et ‘eee Nov.; p. 30 


“Health Insurance to - “2 Life Insur- 
Nov., p. 34 


“Questionnaire ‘Tests’ 
Barnes, July, p. 30 
.65 Fact Finding 
.06 Meeting objections 
4000.00 INVESTMENT 
4100.06 JOINT TENANCIES 
4200.00 JUVENILE INSURANCE 
4300.00 KEY MAN 
4400.00 LIFE INSURANCE 
“A History of Integrity, Stability and 
Security”"—Cooley, July, p. 10 
01 As a career 
“Broadcasting the Story of Life In- 
surance”—Bean, Sept., p. 38 


Clients” — 


(Continued on page 48) 
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“Understanding and Solving the 02 Fire 02 Individual 
Conflict Between the Life Un- -03 Home Owners “The Mortgage Market Leads Me 
derwriter and the Lawyer’— 04 Liability to Business-Insurance Cases” 
Hales, Nov., p. 50 .05 Malpractice —Cocco, July, p. 28 

02 As an investment 06 Life 5000.00 MOTIVATION/ 


“Living Too Long; Dying Too 07 TSA INSPIRATION/POWER 
Soon—Still the Basic Prob- 4700.00 MEDICARE PHRASES 


lems”—Cooley, Nov., p. 12 4800.00 MERGERS AND “A Client Writes About Key-Man In- 
.03 In action ACQUISITIONS surance”—Tilin, Sept.. p. 52 
.04 Split Life 4900.00 MORTGAGE INSURANCE “A Raccoon Coat and Split Stock” — 
-05 Variable Life .01 Business Redpath, Oct., p. 58 
4500.00 MAILING PIECES “How I Find Money for My Cor- “A Common Disaster—Case 1°— 
4600.00 MASS MARKETING porate Clients”—Morton, Dec., Jerome, Nov., p. 44 
01 Auto p. 32 “A Common: Disaster—Case 2° — 
Jerome, Dec., p. 30 ° 
.01 Philosophy 
02 Psychology 
“A Slip of the Lip”—Lefton, Buz- 
zotta, Sherberg; July, p. 36 
“The “Big Shot’ Prospect: An In- 
side Look”—Lefton, Buzzotta, 
ne Thee Sherberg; Aug., p. 56 
Make YOUN Bi 7S. | Maite te 
Him Down to Size”—Lefton, 
Buzzotta, Sherberg; Sept., p. 54 
“Understanding and Solving the 
Conflict Between the Life Un- 
derwriter and the Lawyer”’— 
. «Hales, Nov.,p.50 
where you S108. MUTUAL. FONDS! 
EQUITIES 
5200.00 OWNERSHIP OF POLICIES 








17 ~=JANUARY 174 


























< 01 Corporation — 

do, too: Re hae orcas 
nes on, | oe * 083 Personal 

Ever stop to wonder why you're doing what j-. |:<-! 04 Sele Proprietor 

you're doing? . . . And for whom? You’re a 123 =. |"> <.05 Trusts 


man against time, working to help other men | 5300.00 PARTNERSHIPS 
in their race with time. To provide financial - E 01 General Laws =. 


security for families. Funds for education . . . s Insuran artnershi 
retirement . . . a better tomorrow! 1974 SEPTEMBER 1197 = mi ei " vi 
SM TWiT rF Ss ifi« 04 Tax Consi . 
BUT ... are YOU getting the most for 1 3 3-4° 5-6: 7 | "earls ee: ye tama 
our time today? ees ba : 
en 7 = gs OBER =| =<. | “Providing” Equal Pension Benefits 


Are you really serious about your career? we AS 8 45 for Higher-Paid -Employees”— 


Profit-oriented? Able to manage yourself > wo Ven © 1 Lorenz, Oct., p. 36 
..- your time. . . and others? Want really z pee pr 01 D. A. 
top commissions? Good benefits and 3 4 E .02 Disclosure Requirements 
incentives? Jo YU a ? s .03 Fixed Benefit 


EMBER } .04 Integration 
Then make tomorrow count TODAY! _ = wiitris 05 meet 


Dial: 1-800-843-9935 . . . and leave a aw we we 6h Wiad When 


your name, address, and phone number. ; > 10 11 12 13 14 

Ken Skinner, CLU, our Vice President - 15 16 17 18 1920 21 07 Money Purchase 
Agency will let you know how much 22.23 24 25 26 278) -08 Prohibited Transactions 
Personal Producing General Agents 29 30 31 .09 Revenue Rulings 
“count” at... 10 Society 

11 Target Benefit 


(x) The Aqgent-Oriented Company : anne. FILE 


02 Lawy 
Midland National Life Insurance Company Lawyers 


William A. Rigsbee, President + Home Office: Watertown, South Dakota 03 All Others Alphabetically 
Over | Billion Dollars of Insurance in Force ; (Continued on page 50) 
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5600.00 PERSONAL AND OFFICE 
EFFICIENCY 
01 Planning & Time Control 
“The Importance of Planning and 
jAime Control’’—Johnson, Julv, 
p. 24 
“Time ' Management”—Maddux, 
Aug., p. 21 
“Time Control, Planning and Or- 
* ganization”—-Richardson, Dec.,. 
p. 26 
02. Prospecting & Sales Proce- 
- -dures 
“Life Insurance .Sales Through 


$ “I Havea Secret”—Clemente, Aug., 


03 Sales & Administrative Forms 
04 Facilities & Equipment 


is .65 Personnel & Procedures 


‘06 Public Relations 
.07 Policyholder Service 


.- 5700.00 PERSONAL RECORDS 


5800.00 PROFESSIONAL 
«» ASSOCIATIONS AND 
-- CORPORATIONS 


“ “What: Are Professional Corpora- 


=tions?”—Meisner, Sept., p. 22 


“Businese-Insurance. Cases”—Coc- 
Millions-of Produciieatoa Hundreds 


@ Heo ‘Lives”—Utz,;Aug., p. 18 


“Prospect Well and You*Won’t Have 
*veto. Sell”—Reich, Aug., p. 30 
“Life Insurance Sales Through Bank- 
ers”——-Culbertson, Aug., p. 40 
“I Have a Secret”—Clemente, Aug., 
p. 50 
“Reply to a Reader With a Problem” 
--——Cooley, Oct., p. 14 
“Helping My Prospects Accomplish 
Their Goals”—Shafer, Nov., p. 
46 
“Planning for 1974”—Cooley, Dec., 
p. 10 
“The Day of the Expert Has Arrived” 
—Townsend, Dec., p. 46 
6100.00 PUBLIC CORPORATIONS 
6200.00 REAL ESTATE 
.61 Syndications 
6300.00 RECAPITALIZATION 


(Continued on page 51) 
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6400.00 RETIREMENT PLANNING 
.01 Non-financial Consideration 
6500.00 SELF-EMPLOYED 
INDIVIDUALS RETIREMENT 
PLANS 
6600.00 SETTLEMENT OPTIONS 
6700.00 SOLE PROPRIETOR 
6300.00 SPLIT DOLLAR 
6900.00 STUDY GROUPS 
.01 How they operate 
7900.00 SUBCHAPTER-S 
ELECTION 
7100.00 SUBSCRIPTION 
SERVICES 
7200.00 SUBSTANDARD 
INSURANCE 
7300.00 TABLES 
.01 Discount 
.02 Estate Taxes 
.03 Federal and State Taney 
-04 Interest ©. ~ ..— 
.05 Morbidity and Mortality 
7400.00 TAXES - 
-01 Excess Profit Taxes 
.02 Federal:‘ 
021 Estate+ — =e : 
022 Gift. : 
023 Income +. See ume 
03 Local Taxes > ‘2a <a eee’ 


.04 Penalty Taxes rea vena k <5 . 


.05 State 
.06 System of Taxation by Eotiy 
7500.00 TAX SHELTERS... 

01 Annuities <a eg 2 

.02 Buildings ze 3 

.03 Cattle—Citrus . 

.04 Farming—F orestry 

.05 Leasing 

.06 Minerals 

.07 Oil—Gas 

.08 Real. Estate (Improved and 
Unimproved) «* 
7600.00 TECHNIQUE (“IDEA”) 
BOOK 
.01 Advanced Financial Planning 
Guide 
.02 Personal Technique Book 
7700.00 TERM INSURANCE 
“A Couple of Good Term Uses”— 
Cooley, Sept., p. 12— 

“Term Is Still the Greatest... If You 
Don't Live Too Long”—Golden, 
Oct., p. 26 

.01 Conversion 

.02 Special policies 

“Deposit Term”—Dayton, Sept., p. 
32 

7800.00 THIRD-PARTY 
INFLUENCE 

.01 Articles 
.02 Centers 

7300.00 TRANSFERS FOR VALUE 

8000.000 TRUSTS 

“Investment Functions of Corporate 


Trustees”—Schick, July, p. 46 


“Role of Corporate Trustee in Busi- 


ness Continuation”—Schick, 
Dec., p. 56 
.01 Education 
.02 Irrevocable 
.03 Life Insurance 
.04 Marital Deduction 
“Balanced Estate Planning’— 
Schick, Sept., p. 57 
.05 Short Term 
8100.00 UNDERWRITING 
8200.00 UNIONS 
8300.00 VALUATIONS 
.01 Systems for business valuation 


8400.00 VISUAL AIDS 
8500.00 WILLS 
“Porsha Faces Life”’—Donati, Nov., 
p. 36 
.01 Basic Document Date 
.02 Precatory Wishes ° 
.03 Sample Provisions 
04 Why Needed and Intestacy 
Laws 
“The Wife—The Surviving Captain 
of the Estate-Planning Team” 
—Lewis, Aug., p. 46 
8600.00 WOMEN 
-01 Wife Insurance 
.02 Women in business 
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